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The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 
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* “It is well for a man to respect his own vocation, whatever it is, 
and to think himself bound to uphold it and to claim for it the 
x respect it deserves.” — Charles Dickens. 
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amended to include the mortgage of prime re-sales. 
HERBERT R. FULLERTON Vancouver ; ai 
BERT KATZ- - - - « - - Ottawa - What we propose is completely original and will probably startle many 
of our readers. Our scheme, because of its originality, may have ramifications 
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Regional Vice-Presidents os There is no greater need for this action than the immediate present. 
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THE WEST COAST'S BIGGEST 
SUMMER COLONY PROJECT 


Protection Island, hard by Nanaimo, 
on the lee shore of Vancouver Island, 
has been basking in primitive state 
eons of centuries before Cook or Van- 
couver put crews ashore for watering 
and fuel. But, no more. In August, 
several thousand people were treated 
to a sight never before witnessed in 
the so-called conservative precincts 
of Canadian real estate promotion. 

The Island was thrown open, on 
Sunday, August 7th, to some 8,000 
visitors all intent on examining pirate 
treasures (1,000 newly-minted silver 
dollars) or to encourage over 100 
swimmers all of whom thrashed madly 
from the “mainland” of Vancouver 
Island to the west shore of Protection. 


What caused this conversazione? 
A splendid piece of promotion we'd 
say. We have read hundreds of pro- 
motional pieces each proclaiming a big 
development either here or in the 
United States — but, what happened 
in August would make even a Florida 
developer gasp with envy. Fact is, 
it did. A big developer up from the 
sunny climes was astounded at what 
he witnessed and went away mutter- 
ing, “Pirates ...rum ... dollars... 
kids” 

Frank Ney, dynamic president of 
Nanaimo Realty Company Ltd., is a 
genial young man, bent on re-vitaliz- 
ing the front door of B.C.’s coast. 
His was the idea that lit the fuse for 


one of the provinces biggest and most 
colourfully-promoted developments. 

To begin at the beginning, he has 
long been a crusader for his portion 
of Canada’s west coast. He has 
sparked the imagination of many who 
have listened to him address various 
chambers of Commerce, service clubs 
and civic bodies. 

He once accompanied an industri- 
alist who wished to examine one of 
Ney’s industrial park developments. 
The chap, whose main factory is else- 
where, was seeking a site for a ware- 
house. Later, while relating his in- 
spection tour he said, “That fellow 
(Ney) is tremendous. After listening 
to him extoll the virtues of the place, 
I began to feel that we would be 
foolish if we didn’t move our whole 
plant to Nanaimo!” 

The Protection Island project which 
lies a mile off Nanaimo, is the fourth 
summer colony developed by the Ney 
group. His latest over which several 
thousand roamed, attracted by his 
excellently prepared and highly imag- 
inatively program — consists of a few 
hundred acres divided into parks, 
372 cottage sites and numerous acres 
of sandy beach for swimming, marinas 
and other recreational pursuits. 

Cottage sites will range from $1,800 
for seashore to $850 for those in the 
interior. The company has also set up 
a package deal where prefabricated 
cottages and sites can be purchased 


for $3350.00 ($39.00 down and 
monthly payments of $39.00.). 
Frank Ney and his associates were 
a year in preparing the promotion. 
Cashing in on picturesque names for 
certain topographical features, the 
Island will have a “Pirate’s Park” a 
“Smuggler’s Lake”, Captain Morgan’s 
boulevard, Capt. Kid’s Terrace, Treas- 
ure Trail, Spy Glass Lookout, Long 
John Silver Bay and Hispanola Place. 
Even the legendary Billy Bones, Davy 
Jones and Jim Hawkins come once 
more to life to spark the imagination. 


The Protection Island opening day 
celebrations went something like this: 


@ Three days prior to official “D- 
Day”, every member of Nanaimo 
Realty— some 30 salesmen and 
three office girls— were dressed 
in authentic pirate costumes, They 
conducted their day-to-day business 
in this fashion. 


@ The opening day parade featured 
pirates lead by a buckboard drawn 
by two white stallions which con- 
ducted Mayor Peter Maffeo, other 
dignitaries and the Miss Nanaimo 
Beauty queen contestants — to 
Malaspina Float, where the official 
ceremony took place. 


@ A mass swim from Nanaimo to the 
Island saw some 127 youngsters 
compete for $1000.00. Prizes being 
$125 for winners plus $5 for every- 
one who finished the mile swim. 
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@ A water skiing demonstration and 
tournament was staged in waters off 
the float. 


@ On the island itself, to which 
visitors were conveyed by boat, were 
hidden several hundred pirate 
chests. Lucky finders took these to 
pirate headquarters and received 
a silver dollar in return. 

@ T.V. and press coverage was ar- 
ranged with mobile crews capturing 
the highlights. 

@ Press kits were prepared and is- 
sued before and during the cere- 
monies. 

In recalling the monstrous opening, 
Frank Ney said that the development 
was the biggest single sub-division 
project every handled by the Victoria 
registry office. “Rather than put the 
cart before the horse’, he said, “we 
surveyed all lots and completed all 
parks and roads before we opened. 
This way, nobody bought a pig in a 
poke.” 

“Our promotion paid off’ Ney as- 
serted. “In five days, we sold 320 
lots. These sales helped the morale 
of our sales personnel and _ besides, 
the project will aid the economy of 
Nanaimo according to Nanaimo’s 
city fathers, who gave us their col- 
lective blessing. Our town council 
also feel that the development will 
set the pace for future tourist pro- 
jects all along our east coast.” 

Although the Nanaimo Realty Com- 
pany has already developed 26 land 
projects, including 4 summer colonies, 
two industrial parks and a number 
of residential subdivisions, the firm 
hasn’t even begun to operate yet, 
claims the president. 

“This section of our coast will soon 
feel the impact of the population 
overflow from B.C.’s mainland. We 
expect that the Nanaimo area popula- 
tion will double within ten years. 
(There are some 30,000 living in the 
trading area now.) 

Ney’s enthusiasm is shared by a 
silent partner — Dr. Tom Cosgrove, 
an American millionaire, who claims 
that Ney really sold him on the ter- 
rific potential of the area. “Ney is 
right when he claims Nanaimo is the 
sunporch of Canada,” says Cosgrove. 
“There is nowhere else in the world 
like Vancouver Island and I’m indeed 
sorry I didn’t find it earlier in life.” 

Frank Ney was standing outside 


his office one day recently when an 


acquaintance asked him with obvious 
approbation, what he intended to do 
next. “Wait and see!” he answered 
with a grin. 

A bystander hearing this was heard 
to remark “When he runs out of land 
. . - he’ll probably build another Is- 
land.” 
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WINNER OF MASS SWIM was 
Norman John shown here being 
congratulated by pirate Gib. Ste- 
vens. Others shown, left to right 
are Frank Ney, Mayor Peter Maf- 
feo, Judge Ted Morrison and 
Pirate Frank Wilfert. Other person 
partially hidden was not identified 


SOME OF THE HIGHJINKS gen- 
erously sprinkled through-out open- 
ing day celebrations. 


NANAIMO REALTY STAFF gather 
outside of their office the day 
before opening celebrations. Staff 
were dressed in authentic period 
costumes for three days before 
ceremony. 


ADVICE FOR INVETERATE 
SALESMEN 


A chap named H. Alison Webb 
writes a first person expose of “The 
Sale I Never Forgot” in Printer’s 
Ink. He will never forget this sale 
he avows, because he almost lost it by 
talking too much! 

Long before he became general 
sales manager of General Dyestuff 
Co., an American firm, he was a field 
representative for the same firm. 

He was given an account with 
whom the firm had never done busi- 
ness. Webb got an appointment to see 
his customer and, according to Webb’s 
own words, he gave the man every 
sales pitch he could think of . . . con- 
tinuing at full speed, until finally, 
the customer said, “If you don’t shut 
up and sit down — how in heaven’s 
name am I going to tell you what I 
want you to do for us?” 

The deflated salesman had been so 
impressed with his own histronics that 
he had completely failed to observe 
a common axiom. 

Said Webb: “It was a close call. If 








this man hadn’t had the patience to 
wait for me to run down, he easily 
could have become annoyed and 
turned me down on general principles. 
“Since then I have found that in 
every sale there is a time to stop 
talking and listen. Talk is not cheap. 
Sometimes it can cost you a sale.” 


COMMENTS 
REQUESTED 


The Canadian Realtor is not just a 
magazine to read and then forget. If there 
is any article which arouses curiosity, 
criticism Or, certain portions of an article 
needs further qualifying . . . then write us. 
The staff of the Canadian Realtor will in 
all cases, investigate and try to find a 
solution for any real estate problem sent us. 
FURTHER, we welcome comments on 
any article published, constructively critical 
or favourable. 

The Canadian Realtor can only become a 
true vehicle of expression, if the members 
support its aims. 











PRESIDENT-ELECT OUTLINES 


FUTURE AIMS OF CAREB 


In the seventeen years _ since 
CAREB was formed, many dedicated 
and capable men have held the office 
of president, from Charlie Purnell to 
the present president, Jim Lowden. 

I am deeply honoured that you have 
selected me to follow in their foot 
steps. 

It is customary for the president- 
elect on this occasion to give some 
indication of the objectives which he 
hopes to see achieved during the 
coming year. 

As some of you know, my major 
interests and activities in the fields 
of organized real estate in Canada 
for the past eight years have been 
real estate licence law, real estate 
education and real estate public rela- 
tions. 

In Canada today, six of our ten 
provinces have real 
laws. 


estate licence 
Realtors in two provinces are 
working hard to have their provincial 
governments bring in licence laws in 
their province this year. 

Real estate licence law is a provin- 
cial matter, by law. However, it will 
be the continued policy of CAREB to 
assist the Provincial Realtor Licence 
law committees, when asked to do 
so, to secure real estate licence laws 
where none now exist and_ to 
strengthen those licence laws where 
strengthening is required. 

Real estate education is also a pro- 
vincial matter by law. In this field 
the policy of CAREB will be to assist 
in all possible ways the provincial 
realtor groups concerned with real 
estate education. And, in this respect 
particularly — to convince the univer- 
sity authorities in each province that 
there is a body of knowledge in the 
practice of real estate worthy of being 
taught within the Faculty of Com- 
merce and Business Administration 
in the leading universities in Canada. 

This knowledge, I suggest, can be 
properly divided into three main edu- 
cational processes. 

A. First For those 
the vocation of real estate 


entering 

basic 
training — in the form of pre-license 
courses. 


B. Secondly Advance _ train- 
ing for those already practicing real 
estate. Such as the Canadian Insti- 
tute of Realtors 
Course now 


Correspondence 
available, not only 
through C.I.R. and the extension de- 
partment of the University of Tor- 
onto, but also through the hard work 
of the realtors in Alberta and Mani- 
toba, available through extension de- 
partments of those universities. 

In British Columbia, the University 
of British Columbia, through its 
Faculty of Commerce, provides a real 
estate diploma course which is ac- 
cepted as evidence of academic qual- 
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ification for membership in the 
Canadian Institute of Realtors. This 
in addition to the pre-license, and 
professional level degree courses con- 
ducted by this university. These 
advance training courses are supple- 
mented by seminars and courses run 
by local and provincial real estate 
boards. 
C. and finally 

level courses in our 


Professional 
universities, 
granting credits in real estate sub- 
jects towards securing the university 
degree of bachelor of commerce. 

If we are to attract the best type 
of young men and women, including 
our sons and daughters, into the voca- 
tion of real estate in this day of in- 
creasing competition for their services 
from industry and the recognized 
professions, then I believe intelligent 
self-interest dictates that we must 
make available to them, the prestige 


and opportunity of qualifying for 
entry to the vocation of real estate 
by being able to take a degree course 
in a Canadian university, preferably 
in their own province. 

At present, this professional level 
of real estate education is only avail- 
able in Canada in the faculty of Com- 
merce and Business Administration at 
the University of British Columbia, 
where a student going through for a 
bachelor of commerce degree can take 
a number of credit courses in real 
estate subjects. This parallels similar 
arrangements at Cambridge and Lon- 
don University in Britain. 

This situation today is similar to 
that which faced the chartered ac- 
countants many years ago when the 
only credit course at the university 
level for accountants was at Queens 
University in Ontario. 

Today, the chartered accountants’ 
subjects are taught in many of the 
leading universities in Canada. 

Good progress is being made in the 
field of real estate education § in 
Canada. It will be the policy of 
CAREB to aid this progress in every 
way that we can, remembering that 
education under provincial 
jurisdiction. 


comes 


Coming now to public relations - 
this year CAREB has instituted a 
planned public relations programme 
and has hired the national public 
relations firm of McConnell, East- 
man & Co. Limited to work with the 
CAREB Public Relations Committee 
to implement this plan. 

In essence, the principle function 
of CAREB in this field will be to 
gather together the best public rela- 
tions ideas used by each of the mem- 
ber boards of CAREB and make these 
ideas available to all the boards of 
CAREB. This is a photo co-op or 
M.L.S. for public relations ideas. 

Good public relations is not, how- 
ever, the sole responsibility of 
CAREB or of the provincial real 
estate boards or the local boards in 
each province. 

Basically, the responsibility for 
good public relations in real estate 
lies with every realtor in Canada. 

Good public relations is earned by 
sincere, competent, selfless service. 
It is 90% good performance and 10% 
talking about it. 

It is up to us, not only to deserve 
good public service relations, but also 
to see that we create the correct 
image of the realtor as a competent 
honest person in the public mind. 

I urge each one of you to actively 
support the public relations committee 
of your local board. 





Following the subjects of real 
estate licence law, real estate educa- 
tion and real estate public relations, 
and related to each of them, comes the 
important question of achieving pro- 
fessional status for the vocation of 
real estate in Canada. 

In my views this is a worthy ob- 
jective. Further, I think it is an 
objective that can, and _ will, be 
achieved. 

I believe that the great majority 
of realtors in Canada are not only 
willing to make the necessary sacri- 
fices to deserve and achieve profes- 
sional status, but equally important, 
they are prepared to do so now. 

When I speak of achieving profes- 
sional status, I do not mean the 
achievement of a fictitious dignity, by 
the establishment of a self-called, but 
not publicity recognized, professional- 
type group. 

In my view, a very large percen- 
tage of the senior realtors in Canada, 
both men and women, are today pro- 
fessionals in the finest sense of the 
word. 

They are possessed of special 
knowledge and skills in the calling of 
real estate, acquired in the school of 
experience over many years. They 
are honourable, highly competent and 
completely ethical. 

CAREB now has over 13,000 mem- 
bers. This is our 17th annual con- 
ference. I think the time has come 
to make a formal statement that the 
declared objective or organized real 
estate in Canada is to deserve and 
achieve professional status. 

I have much pleasure in making 
that statement now, but this objective 
will not be achieved over-night. 

Conditions vary widely between 
provinces. Each province will have 
to make careful plans in accordance 
with the special conditions facing 
them, and every member of CAREB 
in each such province will have to 
help in the work to be done. 


,lf there are two things that I have 
learned fully in my work in organized 
real estate over the past number of 
years it is these — 

First — that only a very small per- 
centage of those following the vocation 
of real estate in Canada ever do fall 


; short of our ethical standards of com- 


petence and integrity. 

As chairman of the real estate 
council of British Columbia — work- 
ing closely with the superintendent of 
insurance in that province in the en- 
forcement of the real estate license 
law there, for the two year period 
ending 30th June, 1960—and_ in 


dealing with some 4,000 real estate 
licencees, I calculate that only one- 
tenth of one percent of these people 
committed any serious infringements 
of the real estate act over that period. 

Secondly — there is a vast, and in 
all too many cases a largely untapped 
well of ability, knowledge and 
enthusiasm in the ranks of organized 
real estate in Canada, needing only 
the opportunity to overcome any and 
all of the problems facing us. 

In the coming year I ask each one 
of you not to wait until you are asked 
to do a job in your local or provincial 
board, but go to your board offices 
and volunteer your services. In this 
struggle to deserve and achieve pro- 
fessional status, there will be work, 
and rewarding work, for all of us. 
And I ask each real estate board 








across Canada to urge your members 
to serve on your committees, who will 
in turn co-operate with the CAREB 
regional vice presidents in each pro- 
vince, 


Vice president Bert Katz from 
Ottawa and vice president Stan Mel- 
ton from Edmonton will be working 
with me to visit as many of the local 
and provincial boards as would like 
to have us during the coming year. 
I hope you will invite us to come and 
see you. 


Our main task for the CAREB 
executive in 1961 will be to work with 
each province in whatever way is 
most agreeable to you, to establish 
solid foundations for real estate as a 
recognized profession in Canada. 

With your help we will do so. 


C.A.R.E.B.’s 1961 EXECUTIVE are shown obove. Reading from left to right, 
front row: Herbert R. Fullerton, Vancouver, president-elect; James A. Lowdon, 
Montreal, 1960 president and S. L. Melton, Edmonton, vice-president. Rear row, 
left to right are the regional vice-presidents Mladin Zorkin (B.C.); D. P. Woodley 
(Sask.); C. F. Whynacht (N.S. & P.E.1.); Marcel Audette (Que.); P. J. Harvey (Ont.) 


and Gordon Page (N.B. & Newfoundland). 


Not shown is D. M. Spencer of Alberta. 


Shown elsewhere on this page are Bert Katz, vice-president, Ottawa, and C. R. 
Simonite regional vice-president for Manitoba. 
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TORONTO HOSTS 1200 
AT CAREB CONFERENCE 


By far the turnout in 
C.A.R.E.B.’s history, wel- 
comed speakers, officials and panelists 
at the October convention in the Royal 
York Hotel, Toronto. 


largest 
17-year 


Over 600 members registered for 
the entire conference plus an ad- 
ditional 600 who made daily registra- 
tions. 


On Salesmen’s Day, (Tuesday), the 
noon luncheon saw some 1150 people 
lunch while listening to the noted 
American raconteur, James A. Gheen, 
deliver an hour of breezy humour. 


The entire Tuesday was given over 
to imparting knowledge on the sales- 
man’s level. The day commenced with 
a stirring address by J. C. Downs, 
which was later followed by a film 
entitled: “Closing the Sale”. 


After the noon luncheon session, 
members were given the opportunity 
to take in the “Parade of Champions”, 
a residential sales panel consisting of 
eight of Canada’s recognized author- 
ities in all phrases of residential sel- 
ling, listing and legal transactions 


Monday and Wednesday were also 
extremely educational for those able 
to attend the various sessions. Mon- 
day afternoon, delegates had their 


choice of attending an excellently 
prepared and enacted Appraisal 
Demonstration Arbitration or to listen 
to a group of experts expound th 

theories on “how to make your 


business a success”’. 


Wednesday, both morning and after- 
noon were given over to panel ses- 
sions. In the morning, a ‘Round 
Table” chaired by George Calladine, 
Toronto, discussed : “Appraisal”, 
“Mortgage Financing’, ‘Manage- 
ment”, “Builder-Realtor Relations”, 
“Shopping Centres”, and “Rural Real- 
tors”. In the afternoon, an Industrial- 
Commercial - Investment panel, 
chaired by Len Mason, Toronto, 
emoted on: “Industrial Sales & List- 
ings”, “Commercial Sales and List- 
ings”, “Shopping Centre Leasing & 
Development”, “Industrial - Commer- 
cial Appraisal”, “Real Estate Invest- 
ments” and “Land Development”. 


8 





CONVENTIONAIRES are shown listening to C. Armel Nutter, president of 


N.A.R.E.B., America’s 63,000-member counterpart of C.A.R.E.B. 


The Canadian 


Room of the Royal York Hotel where this scene was staged, can hold 1,600 diners. 
s luncheon (Salesmen’s Day) saw nearly 1,200 sit at lunch and listen to 
ames A. Gheen, the noted humourist. 
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A SUNDAY TOUR was enjoyed by several hundred conventionaires. Although 





‘ 


ae 


the early portion of the trip was under rainy conditions, those taking tour were able 
to see metropolitan Toronto in its present boom stage of development. 


The only complaint heard through- 
out the entire three-day sessions was 
the annoying accoustics in the Ball- 
room. This, plus the fact that tables 
were too close together, made it dif- 
ficult to hear each moderator. 


LADIES PROGRAM 
The distaff side appeared quite 


delighted at the reception afforded 
them by the Ladies’ Committee of the 
host board. Visits were made to the 
Granite Club and the Scarborough 
Golf & Country Club, where they were 
entertained respectively by “Ward- 
robe Planning” conducted by Ruth 
Boxer, Robert Simpson Co. Ltd., and 





ded 
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“Fashions in Millinery” shown by 
professional models. The ladies also 
attended an afternoon tea in the 
Royal York Roof Gardens for a make- 
up demonstration by Goubaud de 
Paris. 


OPTIONAL TOUR 

Although some eight leading Tor- 
onto real estate firms opened their 
doors to any visitor wishing to inspect 
their methods of conducting business 
—few took the opportunity. It ap- 
peared that it was too difficult to 
travel through the city to the various 
firms in the spare time allotted be- 
tween convention sessions. 

Those who did take advantage came 
away thoroughly impressed. 

Among the firms holding open house 
were: W. H. Bosley & Co.; Chartered 
Trust Co.; Johnston & Daniel; Har- 
vey Keith Real Estate; Shortill & 
Hodgkins Ltd.; A. E. LePage Ltd.; 
J. A. Willoughby & Sons Ltd.; Mann 
& Martel Ltd. and Ken Wiles Ltd. 

C.A.R.E.B. officials are hoping that 
next year’s conference at Banff, Al- 
berta, will have an equally good at- 
tendance. The 1961 affair will be held 
over the Labour Day weekend — Sep- 
tember 3rd to 6th. 


INTERNATIONAL 
CHAPTER FORMED 


All members of C.A.R.E.B. are in- 
vited to join the newly-formed Cana- 
dian Chapter of the International 
Real Estate Federation. 

The Canadian Chapter was formed 
at the Toronto Convention in October 
and the group elected Bert Katz, vice- 
president of C.A.R.E.B., as its inau- 
gural president. Mr. Katz is an inter- 
national vice-president of the Feder- 
ation. 

Other officers elected are: Vice-Pre- 
sidents Hugh Shortill and Gerry Black 
of Toronto and, Directors Bert Wil- 
loughby, Cliff Rogers, Peter Langer 
of Toronto and Mladin Zorkin, Nanai- 
mo, B.C. 

Over 30 brokers have joined the 
federation since the Canadian Chap- 
ter was formed and others wishing 
to participate should contact: H. W. 
Follows, Executive-Secretary of C.A.- 
R. E. B., at 109 Merton St., Toronto 7, 
Ontario. Membership dues are $25.00 
of which $15. goes to F.I.A.B.C.I. 
(Federation Internationale des Ad- 


_ministrations de biens Conseils Im- 


mobiliers). 

F.I.A.B.C.I., (pronounced Fee-abh- 
see) is made up of people interested 
in international affairs and _ inter- 
national investment. 

As the world shrinks travel-wise, 
more and more real estate is being 
conducted internationally. It is 
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simply good business to develop in- 
ternational contacts. But, whether it 
is to promote business or simply to 
do our share in contributing to world 
peace and understanding, we need to 
meet, know and _ understand our 
foreign counterparts. 

C.A.R.E.B. members who join the 
Canadian Chapter will be invited to 
attend the annual congress, to be held 
in Paris, France in 1961. In 1962, 
the congress will be staged in Am- 
sterdam and the following year in 
New York City. 


NEW C.1.R. 
OFFICERS 


Bert Willoughby F.R.I., of Toronto 
was elected president of the Canadian 
Institute of Realtors at the 17th 
Annual Convention of the Canadian 
Association of Real Estate Boards 
held in Toronto. Mr. Willoughy suc- 
ceeds Murray Bosley F.R.I., also of 
Toronto. 

D. H. Koyl F.R.I., of Saskatoon 
was elected vice-president. New 
directors elected were Stanley L. Mel- 
ton, F.R.I., Edmonton; G. S. Webb, 
F.R.I., Toronto; J. A. Lowden, F.R.I., 
Montreal, and G. Barrett, F.R.L, 
Hamilton. 


DISPLAY AWARDS 


An interesting highlight at the 
recent C.A.R.E.B. convention were the 
local board promotional exhibits. 

The contest was staged on the 
convention mezzanine and featured 
several board entries besides num- 
erous company exhibits. 

The Vancouver Board display took 
top honours for “Best All Around”; 
Oshawa won “Most Original Idea” 
and Ottawa “Most Effective Story”. 


SECRETARIES 
ELECT McLEAN 


Miss D. Jane McLean, B.A., F.R.L, 
of Ottawa, has been elected President 
of the Secretaries’ Council of 
C.A.R.E.B. Other senior officers are: 
W. E. King, Saskatoon, Vice-Presi- 
dent, and Directors: W. Bennett, New 
Westminster; Howard McCullough, 
Hamilton and Mrs. Bette Cheevers, 
St. Catharines. W. Frank Johns of 
Calgary is past-president. 

Offices will become effective January 
1st, 1961. 


I. Cc. 1. COMMITTEE 


During the Convention, held at 
Saskatoon in September, 1959, The 


Canadian Association of Real Estate 
Boards formed an Industrial-Commer- 
cial Investment Committee to supply 
the needs of non-residential specialist- 
members of the Association. These 
interests and needs would include: 

1. Investments - Financing, Selling 
and Leasebacks. 

2. Commercial - Financing, Oper- 
ating, Selling and Leasing. 

3. Industrial - Financing, Selling 
and Leasing of Space and Land. 

4. Property Management. 

5. Land - Financing, Development, 
Selling (or Leasing), Sub-divisions, 
Promotion, ete. 

6. Special - Syndicating, Co-opera- 
tive selling, Inter-city exchange sys- 
tem, etc. 


At that meeting, W. L. Mason was 
appointed inaugural chairman of the 
Committee, and since then, he and his 
colleagues have formed a framework 
for future activities. 


As most non-residential members of 
C.A.R.E.B. already belong to spe- 
cialist groups either here or in the 
U.S.A., it was felt, for the time being 
at least, that I.C.I. activities be con- 
ducted on an informal, investigative 
basis, and for the immediate future, 
that educational programmes be 
aligned with the C.I.R. course in the 
hope that supplemental subjects be 
added to the course curriculum. 


The committee, which held a pre- 
convention meeting in Toronto, Octo- 
ber 2nd., also decided that the I.C.I. 
Committee be composed of C.A.R.E.B. 
regional vice-presidents who in turn 
would encourage the formation of 
I.C.I. committees at board level. Also, 
by having these experts spotted across 
the nation, that technical questions 
directed by any member of C.A.R.E.B. 
could be given quick and efficient 
treatment. 


Besides having regional vice-pre- 
sidents handling queries, correspond- 
ing members would also be appointed 
to assist in this service. 


By having regional vice-presidents 
on the committee, it would be possible 
for the nucleus of the committee to 
meet at the same time as C.A.R.E.B.’s 
board of directors. 


Among those who attended the Octo- 
ber meeting were: Henri Paquet, Que- 
bec; D. Merrill, Lethbridge; C. Why- 
nacht, Halifax; J. Strung, Toronto; 
J. Sullivan, Montreal; George Calla- 
dine, Toronto and W. L. Mason, Tor- 
onto. 


Mr. Mason is 1960 chairman of the 
committee. This office is an appoint- 
ment made by the president of 
C.A.R.E.B. ES 
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HOW TO DIAGNOSE A PROSPECT 


GEORGE C. MAYER 


This article was taken from notes recorded at a Toronto Real Estate Board dinner held September 
4th. The Canadian Realtor staff reporter was surprised at the small number that attended this meeting which 
featured three knowledgeable men from the American real estate scene. Only 100 brokers and salesmen 
out of a membership of some 3,000 from the world’s largest board, spent an enjoyable and educational even- 
ing listening to George C. Mayer, Cincinnati; R. E. Walker, Indianapolis and Harry J. Fath, Cincinnati, ex- 
pound a few theories for the successful practice of real estate. 


The following material, although not reported verbatim, does contain the meat of the address by Mr. Mayer 
— along with a few embellishments to qualify his remarks. 


Roughly speaking, a_ real estate 
salesman could categorize most buy- 
ers or sellers into the following types. 
It is therefore up to the man to study 
his customer and fit him into one of 
the following classes. Once the sales- 
man feels that he has identified his 
man, he will know how to combat 
sales resistance and, how to sell his 
customer. Here then are my ideas 
how you might learn to spot certain 
characteristics: 


PRICE-MINDED PROSPECT 

Price and price alone seems of 
paramount importance to this type. 
He objects to his house being ap- 
praised too low, or claims the listing 
that he inspected is much too high. 
He likes to destroy a salesman’s con- 
fidence. If you let him become maste1 
of the situation, you will probably lose 
the sale or listing. 


HOW TO COMBAT: 

Be very confident of your listing or 
appraisal. The only way —I repeat 

the only way you can is by knowing 
your market thoroughly. If you are 
showing this man a home he claims 
is too high, give him to understand 
that it is being sold at good market 
value. Tell Mr. Objection that you 
wouldn’t be in business very long if 
you didn’t price them right. 


If you fail to click on one property, 
line up another. Before you take him 
to see the new listing, make sure you 
prepare his mind. You might say, 
“T am going to take you to see a home 
of much better quality. The price is 
higher, but if you can swing it, I am 
sure that this one will be better suited 
to your requirements.” Preparing his 
mind for certain luxuries he might not 
hitherto have been seeking — better 
neighbourhood, more privacy, less 
maintenance, better looking house 
these things may help pull his mind 
away from prices. 
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You suggest that “Knowing you are 
quite sensible in budgetting, you will 
appreciate that a better home will 
save you hundreds of dollars over the 
long haul, fuel bill savings, less costly 
maintenance, less worry of other 
things not visible at this moment. 

Quote the old adage “One quart of 
good oil added to one quart of bad oil, 
makes two quarts of bad oil.” A 
home is like a car, you tell him, its 
not the initial cost but the upkeep 
that can sap a person’s resources. 


SALESMAN-TYPE 

Have you ever tried to do business 
with the salesman-type individual? 
This man loves to crack jokes ... is 
affable and always trys to keep the 
conversation on a humourous level. 
There is nothing wrong with humour, 
but like everything else it has its time 
and place. 

HOW TO COMBAT: 

Try to switch the conversation to 
serious subjects. In an_ inoffensive 
way, let his jokes bounce off you with 
little impression. Remain quietly sin- 
cere. Be sober-minded and soon he 
will tone down. Let him see you mean 
business. Don’t kid with this type. 


Sell him don’t let him sell you! 


MILQUETOAST TYPE 

Mr. Milquetoast seems afraid of his 
own shadow. This makes him cautious 
and distrustful of any salesman. He 
is influenced by friends, neighbours 
and acquaintances all of whom try to 
convince him what he should get for 
his money . . . or how much he should 
receive from the scale of his house. 


HOW TO COMBAT: 


You must win this man’s confidence. 
It is difficult to do but, by being sin- 
cere, you will cut through his reti- 
cence and win his trust, Never betray 
the latter with him, or with anyone 
for that matter. Its needs little men- 


tion that those of you intending to 
be in this business a long time, will 
cash in on this pleasant relationship 
of trust established between yourself 
and all your clients. If you think 
more of yourself than of your client - 
get out of the business. 

There are several ways to convince 
the cautious man that you are on his 
side. Advise him in a nice way that 
he m'ght do certain renovations to his 
house if he wishes more dollar return 
when he sells. Give him the little 
pamphlet: “Helpful hints for home 
sellers” prepared by C.A.R.E.B. 
(these can be purchased in lots of 100 
for 2c each, by writing C.A.R.E.B., 
109 Merton St., Toronto 7. Ask for 
“Helpful hints for home sellers” or 
“Helpful hints for home buyers’’.) 


If Mr. Milquetoast feels that he 
should expect a greater price for his 
home than you have appraised, have 
handy some reference mater’al that is 
irrefutable. Perhaps a clipp:ng from 
a newspaper or magazine. Make sure 
there is no biased or prejudiced re- 
porting however, as this will only 
cement his suspicions that someone 
in the real estate business wrote the 
article for motives that are suspect. 
Be sympathetic ... win his trust and 
this man will throw a lot of future 
business your way. 


SILENT OWL TYPE 
Professional men such as account- 
ants, engineers and professors fall 
into this bracket. You m'ght diagno7e 
this type as either an_ intelligent 
thinker or just too dumb to talk. In 
any case, he wanders around the list- 
ing saying not a word, This proves 
unsettling to say the least. I am sure 
each of you know what I mean. His 
face is expressionless and he appears 
to be oblivious of what you are saying. 


Continued on Page 13 


— See Prospect 
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Mr. George Pattison and one of the electrically heated homes he built 


in Blossom Gardens Subdivision near Cooksville. 


With 30 years of building experience, he finds electrically heated homes are easiest to sell. 


KLECTRICALLY HEATED HO 


iis 


mean easier sales - better profits for realtors 


George Pattison, president of Pattison Con- 
struction Limited, has proof that house-hunters 
look for, and like, electrically heated homes. 
He has built and sold 19 electrically heated 
homes this year in one subdivision and has 
others under construction. 


Prospects are interested in the individual room- 
by-room temperature control and the clean- 
liness and silence of electric heating. And, 
vou ll find they’re impressed when they learn 
that electric home heating needs little or no 
maintenance. 
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All Pattison installations bear the Triple Seal of 


Quality. This seal, backed by the equipment 


manufacturer, the installing con- 
tractor and the Electric Home- 
Heating Association, guarantees 
top quality installation and 
equipment. 





For complete information about electrically 
heated homes and their sales features call your 
local Hydro office. 


Mr. Pattison inspects electric baseboard heating unit 
being installed by George Fordyce Electric. 
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Second of two parts — 


Who Gets The Commission ? 


Mr. Clarkson is a partner of the legal firm of Hugessen, Macklaier, 
Chisholm, Smith & Davis — Montreal. He is also a part time lecturer 





in the Faculty of Law at McGill University. 


Sometimes the task of the courts 
will be made more difficult if one 
agent has already received from his 
principal the full amount of the com- 
mission on the sale before the other 
agent makes his own claim against 
the same principal. In Gregoire v. 
McMahon it was well established that 
the agent Gregoire had introduced 
the buyer to the owner McMahon and 
had got the buyer to visit the pro- 
perty in question on two occasions 
all of which had led to the sale of the 
property. However, the written offer 
to purchase was apparently submitted 
to the owner by another agent and 
McMahon had paid him a commission. 
After carefully setting forth the fact 
that Gregoire was instrumental in 
effecting the sale and that he was 
entitled to the customary commission 
of 3 per cent, the Court granted him 
only half of this because “the owner 
had already remunerated another 
agent”. I suggest that this decision 
is open for criticism on the grounds 
that the agent who was clearly the 
effective cause of the sale was in 
fact penalized because the owner had 
wilfully or even erroneously paid a 
sum of money or commission to a 
person not entitled thereto. Under 
such circumstances, it would seem 
more equitable to allow the agent, 
who has established that his efforts 
brought about the sale, the full 
amount of the commission even if 
this means that the owner will be 
out of pocket. The owner may, in 
certain circumstances, have the right 
to recover the amount he has paid to 
the other person involved. 


The paucity of jurisprudence on 
the subject in the Province of Quebec, 
suggests that in most cases real estate 
brokers have compromised 
their differences and agreed to 


wisely 
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divide or apportion among them- 
selves the commission payable on the 
sale in which they have been involved. 
I understand that the various local 
Real Estate Boards in this Province 
have established Arbitration Com- 
mittees the purpose of which is to 
prevent suits between brokers and to 
hand down awards which are binding 
on both parties. No doubt many dis- 
putes regarding commissions between 
agents who are board members have 
been settled fairly by these Com- 
mittees. 


The foregoing only deals with the 
situation in the Province of Quebec 


bu 
ROSS T. 
CLARKSON 


where the civil law, based upon the 
old French law in force at the time of 
the British conquest in 1763, prevails. 
While the civil law is very different 
from the common law which exists 
in the other provinces of Canada in 
many respects, a brief review of some 
of the decisions on the present sub- 
ject — in the common law jurisdic- 
tions — seems to indicate that the 
principles applied by the courts else- 
where in Canada are basically the 
same as those applied by the Quebec 


courts. 
* + * aa 


A decision which was rendered by 
the Saskatchewan Court of Appeal in 
1950 illustrates the rule that there 
must be continuity between the 
original relationship of buyer and 
seller brought about by an agent and 
the ultimate sale for that agent to 
be entitled to the commission. Here 
an agent by the name of Pomeroy 





had taken the eventual 


purchaser 
through the house that was for sale. 
The price asked was $6,650 but the 
purchaser found this excessive and 
asked Pomeroy if he could offer $6,000 


for the property. Pomeroy discour- 
aged this request, did not even men- 
tion it to the owner and did nothing 
further. Only a few days later an- 
other agent called Dermody closed the 
deal for $6,000. The majority of the 
court held that the efforts of Dermody 
had brought about the transaction and 
that, while Pomeroy had certainly 
initiated negotiations, these had 
broken down and had not formed 
the basis of the ultimate sale. Der- 
mody had undertaken his own nego- 
tiations which had been successful. 
As indicated the court was not unani- 
mous however, and one of the 
judges would have found in favour of 
Pomeroy. 


The terms of a real estate agent’s 
mandate must always be carefully 
considered in determining whether 
he can justify payment of the com- 
mission. In McKinnon v Benjamin- 
son Apartments Ltd., the Manitoba 
Court of Appeal, in reviewing the 
facts, pointed out that financing of 
the sale was the all important con- 
sideration because the owners wanted 
$160,000 for their buildings and in 
cash. Three agents were involved and 
all three had negotiated with the 
eventual purchaser but only one was 
successful in arranging for the 
necessary mortgage financing which 
led to the sale. While it was shown 
that the plaintiff in the case, one of 
the agents, had introduced the even- 
tual purchasers to the owner of the 
property, the method of financing 
which they had suggested had proved 
unacceptable. 








it’s 
lly 
1er 
m- 
in- 
ba 
the 

of 
on- 
ted 

in 
ind 
the 
vas 
the 
ich 
wn 

of 
en- 
the 
ing 
ved 





In their approach to any problem 
involving a quarrel over a commis- 
sion, the courts seem uniform in their 
endeavour to determine, by carefully 
sorting out and examining the facts, 
if one agent may really be said to 
have brought about the sale by his 
own efforts. Was he the real and 
effective (or, as is sometimes referred 
to — the efficient) cause of the sale; 
did he bring his principal into rela- 
tion with the ultimate purchaser? 
This does not mean that he must 
necessarily introduce the purchaser 
to the seller — this may be done by 
someone else. Or were his efforts 
only incidental to the transaction; did 
he make only a non-essential contri- 
bution to the end result? The mere 
disclosure by an agent to his princi- 
pal of a name of an intending pur- 
chaser who ultimately becomes the 
purchaser may not be sufficient. As 
was said so aptly by a judge in an 
Ontario case: 


“The fisherman who actually lands 
the fish is entitled to it, even 
though it was first allured by the 
bait of another.” 


In the rare case, however, where 
the court is unable to determine which 
one of two competing real estate 
agents has been the decisive factor 
in bringing about the sale, it will rule 
that the combined acts of both of 
them constituted the effective cause 
and will apportion the commission 
between them according to the value 
of their respective contributions. 


Prospect — 
Continued from Page 10 


HOW TO COMBAT: 


Don’t let this lack of communication 
get you down. Don’t let it faze you 
in the least. If you know your market 
values and your listing you should 
have no particular problem. Try and 
open him up by asking a leading 
question. “Do you have any hobbies, 
Mr. Jones?” “Do you do a fair 
amount of entertaining, Mr. Brown?” 
“Do you feel the need for a private 
study? This room would make a nice 
study or den for you.” 

Be confident but lean over back- 
wards to avoid being brash. Just 
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remember that this man is taciturn 
with everyone. He hasn’t singled you 
out for this silent treatment act. 


IMPORTANT TYPE 

This personality comes in two dif- 
ferent packages ... the really im- 
portant man and the _ pseudo-im- 
portant or self-important. 

It is quite easy to distinguish be- 
tween the two. The self-important 
man will give himself away by asking 
or being concerned with the price, the 
taxes, and the downpayment. He may 
also show his concern for heating 
costs ete. 

The other package—the really 
important man will seldom ask these 
questions. They are, at the moment, 
beneath his attention. His lack of 
concern for money factors forces you 
to be objective. 

HOW TO COMBAT: 

(a) The really important man re- 
quires little selling. This man will 
usually make up his mind without 
help from you. However, know your 

Continued overleaf 
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Prospect — 
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listing or appraisal values. Be armed 
with ready facts which you deliver 
briefly, concisely and with minimum 
of salesmanship thrown in. 

When he views a house, stay in the 
background as much as possible. He 
will appreciate your presence much 
more than if you do not assert your- 
self needlessly. Don’t embellish the 
appointment with a lot of foolish talk 
and unimportant information. 

(b) The self-important man almost 
openly suggests that a little flattery 
would be acceptable. Do this subtly. 
If you know that this man can handle 
the property he is inspecting, play up 
its intangible advantages: “Better 
atmosphere for his family” — “a home 
that will remain physically present- 
able for a long time” —“a property 
that requires little maintenance’ — 
“a home that seems well-suited for his 
station in life.” 


ARGUMENTIVE TYPE 

Some men wear boxing gloves con- 
stantly. Nothing pleases them more 
than a chance to show their knowledge 
or to disprove another person’s grasp 
of a situation. 


HOW TO COMBAT: 

Never, never argue with this type. 
His ego will rear up and strike back. 
Remember the old tale, “Win an ar- 


gument and lose a sale.” Listen to 
this man and try hard to switch his 
mind from the negative to the posi- 
tive. Subtly hint that the home he 
is inspecting should satisfy his search 
for good living. “This house being in 
such a good, quiet neighbourhood, 
should fit nicely into your plans of the 
future.” 

Remain sober-minded and _ sincere 
and you stand a good chance to get 
through to the basic goodness that is 
in even the worst of us. 

In closing, I feel that many of the 
smaller real estate brokers have a 
defeatist attitude. These men have 
a pessimistic idea that it is impos- 
sible to beat the bigger firms, so why 
try. 

I suggest that you drive these dis- 
mal vapours from your mind. The 
small operator can make a big success 
of his business if he will think posi- 
tively rather than negatively. 


Be creative ... read real estate 
journals . . . pick up helpful hints 
and put them to use... change your 


negative philosophy ... attend con- 
ventions ... strive in every way to 
be of better service to your clients. 
Be like the young man who decided 
he wanted to sell big cars. Everyone 
laughed at him— but not for long. 
That chap became a big producer, yet 
his techniques besides calling for hard 
work, were thoroughly creative. The 


difference between this man and 
others is that the car salesman not 
only thought creatively — he practiced 
what his thoughts conjured. 

This man purchased a two-way 
radio telephone which he installed in 
a new demonstrator. He then set 
about to compile a list of potential 
customers. His modus operandi was 
simple. Choosing a name, he would 
drive up to the address, park at the 
curb outside the home and phone his 
prospect inviting him to “just step 
outside your door and come for a ride 
in a beautiful, new Lincoln sedan.” 


This chap sold a lot of cars. He was 
creative ... he thought positively. 

A small firm with a group of happy 
customers is much better off than a 
big firm that has none. A small firm 
can deliver personalized service .. . 
a big firm seldom does. Promised ser- 
vice cannot hold a candle to delivered 
service. 

Keep on top of every situation and 
give service until it hurts. Always 
remember: “The biggest is not syno- 
nimous with the best!” 


Paper money is an invention of the 
Chinese and is rumoured to have origi- 
nated in the T’ang Dynasty of the 
Seventh Century. 


@ Quarrels would not last long if the 
fault was only on one side. 
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Architect Orville Bauer, designer of this unusual home built on a 
rounded hilltop overlooking Toledo’s Maumee River valley, has in- 
corporated functional beauty into every room. Expansive use of 
patented Twindow (double-glazed) glass gives a clear view from all 


sides. 


Plan has two circles with circular perimeter walls of glass. Main 
circle is 46 ft. in diameter which nestles into hilltop. Smaller circle 
is suspended in slender steel columns. Circles are connected by eight- 
by-eight entrance corridor. Entire unit has 3,800 feet of living space, 


plus garage and storage space. 


LETTERS TO THE EDITOR 


Dear Sir: 

Your editorial comments in the September edition touch 
upon a subject that has engaged the writer’s interest for 
some time. Operating in a large city one becomes acutely 
aware of the need for some drastic change in procedure, 
if the work of rehabilitating outworn residential areas is 
to approach an adequate pace. Toronto has a peculiarly 
acute problem in process of development. This arises 
because — 80,000 houses or about 70% of the homes in 
the city were constructed in a 30 year period (1910-1930). 
The obvious result is all the problems attendant upon 
aging properties, will reach the acute stage, on a stupen- 
dous scale, as the majority of houses in the city will pass 
their 60th birthdays in a short period. Of the 30% NOT 
built between 1910 and 1930 there are a great many of 

ven greater vintage. 

During the coming twenty-five years, the City of 
Toronto will deteriorate to the point where the cost of 
full rehabilitation will be prohibitive. Today, about 18% 
of housing is over 60 years old. This figure will climb 
to roughly 50% in 1985 even if present plans for slum 
clearances are carried through. At the same time many 
industrial plants will become antiquated. The total effect 
will be a fall in assessment values and a reduction of 
funds available for a job that is already too costly to be 
tackled on a sufficient scale. 

The changing nature of Toronto’s population points 
to another danger. The exodus to the suburbs has carried 
with it many of the people most able to pay the necessary 
taxes. As more and more mature districts develop the 
first signs of diminishing property values, this trend will 
increase. 


What is the answer? 


There are several phases to a possible solution. The 
first lies in the tax structure, the second in the field of 
mortgage financing and the others are entirely within 
the jurisdiction of planning authorities. 

The first one concerns property taxation. We begin 
with the premise that as a district declines it yields less 
taxation revenue and the cost of municipal services in- 
creases. So it follows that if an area is simply permitted 
to decline it costs money. 

Our thoughts on the subject begin with a plan to 
designate certain specific areas where, experimentally, an 
attempt could be made to stop the rot. Within these 
areas, a complete new assessment would be made. The 
object would be to leave the assessments at or close to the 
current ones. Then each property owner would be notified 
that for 15 years no change would be made to the assess- 
ment on his house or business property. 

The effect would be twofold. Property owners would 
have no reason to hold off making improvements. So in 
many cases money would begin to flow into the remodelling 
of kitchens and bathrooms, the replacement of sagging 
garages, the removal of out-dated verandas. On the other 
-hand, those owners who made no effort to improve their 
homes could expect no tax relief as deterioration pro- 
gressed. It would depress the value of those homes that 
had not been modernized. And those depressed values 
plus the fixed assessment would attract buyers who would 
be interested in a bargain and putting money into neces- 
sary improvements. 

Instead of an inevitable decline in revenue from the 
area the city would have a guaranteed return for 15 years. 


CANADIAN REALTOR — NOVEMBER, 1960 





Readers are invited to subscribe to this 
column. Although nom de plumes will 
be honoured, all letters should be 
signed. 


The second aspect of the plan would to be attract the 
younger and more energetic families who now tend to 
buy homes in the suburbs. In many cases this means that 
they would need to be able to raise a mortgage of up to 
90% of the value of his house. We believe that in the 
climate that would be created inside the ‘protected’ areas, 
the additional safeguard for the mortgage lender would 
offset the usual factors that now limit mortgage money 
on older homes. By encouraging the work of renovation, 
the city’s building trades will benefit, the small local 
stores will be less likely to grow shoddy over the years, 
and any commercial and business establishments in the 
area will have a powerful impetus to invest in capital 
improvements. 

We have prepared a considerable body of factual data 
on this subject and will gladly make it available to any- 
one interested in examining the problem. 

Yours very truly, 
MANN & MARTEL LIMITED, 

Maurice Lamond, 

General Sales Manager. 


* 2 * 


ED’S NOTE: In our September editorial, to which Mr. 
Lamond refers, we mentioned among others things that we 
abhor the trend to socialism and that we as spokesmen for 
organized real estate in Canada, must do everything in our 
power to halt this disturbing situation. 

We endorse Mr. Lamond’s thinking in part, and feel that 
other civic-minded members of C.A.R.E.B. should join with 
him in developing a study group to determine ways and means 
of outlining a framework for acceptance by provincial, federal 
and municipal authorities. 

South of the border, the F.H.A. has Title 1 which intends 
to encourage the investment of private capital in urban 
developments. Under Title 1, the city condemns slum areas 
and re-sells to private investors. In condemnation proceedings, 
two-thirds of any monetary loss incurred while acquiring and 
making sites available, is absorbed by the federal government; 
the remaining third by the municipality. 

Canadian government financing in this direction need not 
suffer a permanent loss if re-development program is so set 
up to allow for future re-imbursement by private interests. 





“MY MOST SUCCESSFUL SALES CONTEST” 
Dear Sir: 

Thank you so much for the cheque of $35.00 represent- 
ing the winning award for the above noted contest. 

As a matter of fact, I had forgotten entirely about my 
entry until I saw the announcement in the ‘Realtor’. 

The thought has occured to me that your readers might 
like to learn of a little scheme I have put into operation 
and find very profitable. 

Since there are so many houses on Photo co-op listings 
(and not much salesmanship shown by some salesmen), I 
decided that wherever possible I would get a key to 
my listing and be there when a salesman from another 
office brings customers to show. 

It is amazing how much attention a customer will pay 
to the lister. It points up the fact that the presence of 
a third party, who obviously is interested in the property, 
will impress the clients. The listing salesman or broker 
knows his listing and the vendor. He can speak with 
more authority than the showing salesman. 

Continued on Page 24 
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SANAGAN RAPS oii. ©0-oP SALES GRAPH 
PESSIMISTS s 


Toronto Board president A. G. Sanagan is quoted as 
saying, “Those who say depression fears have become a 
factor in the Toronto area housing market, don’t know 
what they are talking about.” 





Mr. Sanagan was particularly referring to opinions 
expressed by panel members of the Society of Residential 
Appraisers who, he says, is comprised mostly of mortgage 
brokers who are noted for their pessimism. 

Toronto’s president is more inclined to agree with 
comments made by business leaders assembled by the 
National Industrial Conference Board, who jointly claim 
that the North American economy will end the year with 
a rising level of prosperity. 

“Housing demand has shown a decline during the past 
few months”, Sanagan asserts, “because of excessive ex- 
pectations of the ‘soaring sixties’. Do we always have to en, wae 
better last year’s record this year?” he questioned. 





“Business has not turned downward. Too many of us 1 ! ! 
have budgeted for higher gains. Now, because our in- 
creases have fallen below our excessive expectations, we 
must create demand again by better sales efforts ... (sic) 

. it is impossible to do this in the shadow of fear!” 


JAN. 
FEB. 
APRIL 
MAY 





A PROMOTIONAL PIECE exhibited by the Vancouver Real 
Estate Board attracted the attention of delegates at the 
Toronto Convention. 





The three-dimensional ‘’Picto-Frame”’ encloses the picture 
of a property placed with the Vancouver Multiple Listing 


Toastmasters International District 


Service. After the original photo has served its purpose to Story Governor J. W. McKevoy left) presents 
illustrate the listing which goes to some 1900 agents and on Charter No. 399 to Merlin M. Lister, 
salesmen, it is mounted in the ‘’Picto-Frame”’ and sent to the Page 20 President of the new Realtors’ Toast- 


vendor as a gift masters Club of Vancouver. 
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4 SCHOLARSHIPS AWARDED 


The Bursary Committee of the Canadian Associatioa of Real Estate Boards announces four scholarship 
awards for 1960. The committee has presented the four shown below, $300.00 each, for study at any 


Canadian university or athiliated college. Stholarships are available to students who are citizens of Canada and 


who have high scholastic ability but limited financial resources. Preference is given to those taking degree 


courses in Commerce & Finance or Business Administration 


Dear Sir: 

1 would like to take this 
opportunity to thank you for 
awarding me one of you 
scholarships. 

You cannot imagine how 
happy I was at learning the 
good news, as I was in doubt 
whether I should go back to 
school or not this year. Fi- 
nancially speaking I could 
not afford it. 

However, knowledge that 
I was to receive this assist- 
ance from you gave me the 
necessary incentive to go 
back and complete my Bach- 
elor of Commerce Degree. 





I hope that my appreciation will be further expresse 
by a good scholastic record this year. 
Thank you again for this wonderful help of yours. 
Sincerely, 
Leo Laforge, 
St. Francis Xavier University, 
Antigonish, N.S. 


Dear Sir: 

I am very grateful to the 
Scholarship Committee for 
my selection as a recipient of 
a $300.00 scholarship. 

I have completed my 
secondary course at the 
Seminary of Chicoutimi. 
Studying at the Faculty of 
Commerce at Laval Univer- 
sity for three years — last 
June I received my Bacca- 
lauréat in Commerce (B. 
Comm.) with the mention 
“cum laude”. 

At Laval University I am 
the President of “La Caisse Populaire de |’Université 
Laval”, the redactor in chief of the revue “Economie et 
Commerce”, secretary of “Le Club de Placements Com- 
merce ’61”’. 

Once again, I would like to express my grateful thanks 
to all members of your association and yourself for my 
scholarship. 





Yours very truly, 
Pierre Legault 
37 Ave Paradis, app. 2, 
Ste-Foy, Quebec 
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Dpsar Sir: 

1 was thrilled and hon- 
oured to receive your letter 
notifying me of your Associ- 
ation’s scholarship award. I 
only hope that in the coming 
year I may prove myself 
worthy of your selection. 

I received most of my early 
education in rural public 
schools located outside the 
City of Winnipeg, and later 





secured secondary education 
in Commercial graduating 
with grades in the low 90's. 
I left school for a spell to work for necessary funds to 
re-commence my education. I completed my high school 
credits for university in 1958 and enrolled the same year 
in the University of Manitoba where I am now in Com- 
meree Il. I find that this course is stimulating and chal- 
lenging. In my present semester, I am studying Public 
Finance, Corporate Finance, Statistics and Marketing. 
In closing, I would like to thank you and your associa- 
tion again for the honour of the scholarship and the 
confidence you have displayed in me. 
Yours Sincerely, 
Jeanette A, Timmerman, 
187 St. Anthony Ave. 
Winnipeg 4, Man. 


Dear Sir: 

I don’t think I can ade- 
quately express my thanks to 
the Association. I am very 
grateful for the scholarship 
and the personal interest the 
Association is taking in me. 
I’ve never been in the flatter- 
ing positon of having to 
write a biographical letter of 
this kind before. 

I came to Canada from 
Italy eight years ago. After 
public school training I en- 
rolled in Bloor Collegiate and 
obtained first class honours 
throughout. At the Univer- 
sity of Toronto I am in third year Modern History. I 
have won seven assorted scholarships and awards and 
bursaries at the U of T without which I would never have 
been able to continue my education. 








I was fortunate this summer in obtaining a junior 
reporting job with the Toronto Globe & Mail in the sports 
department. Most of my earnings contribute to the wel- 
fare of my father and mother, who, because of my father’s 
un ‘mployment, have little money coming in. 


I hope the last paragraph doesn’t sound like a sob 
story. I submit it as a background for my gratitude to 
the association. I’d like to thank you once again. 

Yours truly 
Frank Marzari, 
153 Emerson Ave., 
Toronto 4, Ont. 





Editorial — 


Continued from Page 3 


In 1959, England passed an Act which now permits 
government guaranteed loans for older homes — most 
residential mortgages in England are handled by building 
societies. 

We suggest that an Act patterned after England’s bo 
passed but further augmented by giving 4 purchaser 
a mortgage for 85% of the firm value of the property, 
plus 5% of firm price (mandatory) for home improve- 
ments. 

TO ILLUSTRATE: 

A buyer purchases a $14,000 resale, which has been 
approved by C.M.H.C. or building society inspector. 

The purchacer is given a loan of 85% of firm value, 
which in this cave would be $11,900. He would pay the 
$2,100 difference out of his own pocket. The purchaser 
would also be loaned and forced to spend 5% of the 
firm price on home improvements, (in this case $700.) 
This money would be incorporated into the mortgage 
structure, making an easy repayment package for the 
purchaser. 

As we mentioned, this 5% loan would be mandatory. 


By insisting on the home improvement clause, the follow- 
ing should happen: 


(1) It will serve to attract the better type citizen back 
into our central municipalities. 


(2) It will foster a blanket renovation program badly 
needed. 


(3) It will raise taxation which will benefit the city. 
(4) It will decrease social services, fire and policing. 


(5) The psychological impact of mass renovations will 
encourage other landlords to improve their property. 


(6) It will provide work for our building trades in- 
cluding the manufacturing of building products. 


(7) The blanket project, once it gains momentum, will 
spark urban renewal in the commercial and industrial 
fields. 

No one can deny the absolute need for a strong formulae 
to beautify our cities, and cut down on expenditures. The 
housing segment of our national economy is at present 
in the doldrums. Our proposal may appear, on the 
surface, as detrimental to the new house building pro- 
fessions. We do not believe this to be serious. There are 
just so many homes in the core of each city. New housing 
starts w'll have to be made regardless of the re-awakened 
interest in downtown living. 

If N.H.A. purchasers are forced to renovate, this col- 
lective public -participation should evolve into a gigantic 
beautifying program the like of which no country has 
every seen. 
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ROVING REPORTER 


Garth Webb, Harold Hare, George Calladine and 
Art Dedman, members of the CAREB Editorial Com- 
mittee, accepted assignments to search out opinions 


on controversial issues. These view will be published 
monthly. 


The opinions expressed herein are not necessarily the 
opinions of the editor or the body corporate of the 
Canadian Association of Real Estate Boards: or its 
atiliates. 


GARTH WEBB ASSIGNMENT 


QUESTION: Should municipalities exrpropriate for 
peivaie purposes if in the best interests of the community 
and at a fair price?” 

F. NORMAN, Montreal 

“It seems to me that the interest of the community 
must over-ride the rights of the individual to block and 
h'nder unreasonably, the development of a community. 
The individual should of course be compensated in a fair 
manner.” 

D. G. EDMOND, Winnipeg 

“In my opinion municipalities should expropriate any 
property from any private person if it is for the better- 
mont of the community as a whole. Of course the owner 
should be given a fair price for his holdings.” 

HARVEY KEITH, Toronto 

“Expropriating private property for re-development by 
other private firms merely allows the company expropriat- 
ing to pay higher dividends to shareholders and there- 
fore, benefits only a small group.” 

JOHN FRASER, Ottawa 

“Public sentiment would be against this action and 
people would cry “Socialism”, if it is against the in- 
d.vidual’s rights. However, it is the only answer to long- 
term re-development.” 


MRS. FLORA JONES, Ottawa 
(wife of W. E. C. Jones) 

“I approve of expropriating if the planning people feel 
that the town will be better off. The sponsor should not 
be held up providing, of course, they pay a fair price on 
the understanding that the lands must be used for the 
approved use.” 

MRS. EVELYN HINDS, Calgary 

“It would seem to me that there should be some process 
of law whereby a property owner such as an oldtimer 
who is holding up the development of a certain block, 
should be moved out or expropriated, if re-imbursed on 
the basis of established value. This action should be 
available to private enterprises as well as municipal 
authorities.” 





DID YOU KNOW? 


Nails, one of the commonest, most accepted instruments of 
building, have a long history. People have been “‘hitting the 
nail on the head’ for centuries five thousand or more years. 
Fact is that some nails were worth more than their weight in 
gold. Nails used in ancient egyptian coffins were made of gold 
and precious jewels. Other nails were used for decorative 
purposes, embellishing Milady’s costume. African natives 
proudly displayed them pierced through their ears and 
nostriis. Nails were even used to ward off evil spirits in 
mid-European countries. Latest variety is a screw-type which 
scats itself firmly when driven into wood. 


Incidently, the average house has 60,000 nails holding it 
together. 










CUP OF COFFEE 
“COSTS” $2.10 


Members of the Victoria Real 
Estate Board were recently given an 
insight into the liabilities of certain 
personal habits engrained in many 
real estate sales personnel. 


Richard W. Lenington, told his 
audience that “A cup of coffee may 
set you back $2.10 if you are a real 
estate salesman earning $8,000 a 
year. 

Mr. Lenington, who is the President 
of the Seattle, Washington Real 
Estate Board said that, “If you take 
15 minutes over a coffee, you are 
spending $2 of your time plus ten 
cents for the coffee.” 


He claimed that salesmen who 
earned $8,000 a year also had to make 
$8,000 for their employers. By work- 
ing 50 weeks per year and 40 hours 
a week, it meant that each salesman 
had to earn $8 an hour. 


In delving into the errors a sales- 
man makes, Mr. Lenington said that 
there were 11 ways in which they 
could go wrong in their sales efforts: 


Lack of ambition thwarting incen- 
tive, wasted time through poor work 
habits, lack of enthusiasm for the job, 
failure to know the product being 
sold, dressing badly or failing to keep 
car clean, failing to analyze the pros- 
pect, lacking tenacity by taking no 
for answer, thinking sales meetings 
are for the birds, depending on adver- 
tising or drop-ins for business, lack 
of co-operation in office routine and 
giving only the minimum service. 


REALTOR’S TOASTMASTERS 
CLUB OF VANCOUVER 
RECEIVES CHARTER 

The first Toastmasters Club organ- 
ized by a Canadian Real Estate Board 


received its charter at a_ special 
Charter Presentation Night Meeting 
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Boards 


in the Astor Hotel, Burnaby. Pre- 
sident of the Realtors’ Toastmasters 
Club of Vancouver is Merlin M. 
Lister, of Merlin M. Lister Ltd., 
North Vancouver. 

Presenting the charter to the new 
club was J. K. McKevoy of Victoria, 
Toastmaster District Governor for 
B.C. Installation of the club’s officers 
was conducted by Frank Cazallet, 
Area Governor. Other Toastmasters 
officials attending the meeting and 
participating in the meeting were Sid 
Manning, Assistant District Governor 
and Jim Sowerby, Assistant Area 
Governor. 

Other officers of the club, which 
now boasts a growing membership of 
30, are Educational Vice-President 
George N. Muir, Assistant Secretary 
of the Vancouver Real Estate Board; 
Administrative Vice-President Frank 
M. Larsen of A. E. Austin & Co. 
Ltd.; and Secretary-Treasurer John 
H. Hill of Bragg, Butt Realty Ltd. 


KOOTENAY HEARS 
H. R. FULLERTON 


Herbert R. Fullerton, president- 
elect of the 13,000 member Canadian 
Association of Real Estate Boards, 
addressed a well-attended meeting of 
the Kootenay Real Estate Board held 
at Cranbrook B.C. on Monday, Octo- 
ber 17. 

His address, entitled “Can the Real 
Estate Business Become a Profes- 
sion”, outlined the steps that have 
been taken, especially within the past 
10 years in British Columbia to lay 
the foundations for the establishment 
of professional recognition for the 
real estate business. He stressed that 
the importance of achieving this 
status was not for selfish reasons 
within organized real estate but to 
protect the best interests of the gen- 
eral public. 

Some of the achievements outlined 
were: substantially increased bonding 
ing provisions; pre-licensing courses 
for salesmen and agents; University 
of British Columbia three-year di- 





President: 
Fred M. Philps, New Westminster. 


Vice-Presidents: 

Charlies Brown, Vancouver; P. D. P. Holmes, 
Victoria, 

Past-President: 

Miladin G. Zorkin, Nanaimo. 


Directors: 

Harold Chivers, Vancouver; R. E. Slinger, West 
Vancouver; Lynn K. Sulley, Surrey; Ronald E. 
Dickie, Duncan; Thomas C. Lambert, Nelson; 
F. B. Urquhart, Vancouver; W. Hyndman, 
Cloverdale; L. E. Kirk, Victoria; Syd Hodge, 
Penticton; John Harvey, Quesnel. 


ploma courses for those now engaged 
in real estate. 

In attendance at the meeting were 
board members from the East and 
West Kootenay. The next general 
meeting for the Board, which will be 
the annual meeting, jis slated for 
sometime during the month of April 
at Creston. 


THE CARIBOU 


The Caribou Real Estate Board is 
working towards securing a land 
registry office at Prince George, B.C. 
and has since gained the support of 
the Quesnel & District Board of Trade 
in their efforts towards securing this 
much-needed asset. 

Brokers in that district have had to 
register and make title search at Kam- 
loops, which meant extra expense for 
services provided by Kamloops-based 
solicitors plus lengthy delays in pro- 
cessing which are, at present, inevit- 
able. 

The requested Prince George loca- 
tion would service an area from Wil- 
liams to Burns Lake and McBride. 


SEABED SALE 


B.C.’s_ department of Mines and 
Petroleum Resources has placed an 
interesting parcel of land on the 
market. The department offers 76,000 
acres of seabed in the Hecate Straits 
in the Queen Charlotte group of Is- 
lands. The property lies some 300 
feet below the surface and is reputed 
to contain rich petroleum deposits. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver B.C. 





Calgary Appoints Board 


Members For 


Board’s bid 
affairs has 


Calgary Real Estate 
for recognition in civic 
finally been recognized. For many 
months now, the board’s executive 
have been determinedly exploiting the 
fact that placement of pertinent board 
members on certain civic committees 
would enable that city to conduct ad- 
ministration more efficiently. In 
effect, the city would be able to draw 
upon the knowledge of these informed 
specialists. 


In October, Harry W. Hays, Mayor 
of Calgary made the following com- 
mittee appointments: 


Mr. L. I. Lyle, F.R.L, S.LR., Past 
President of the Calgary, Alberta and 
Canadian Real Estate Boards, has 
been appointed to the Industrial 
Management Committee of the City 
of Calgary. 

Mr. Ivan C. Robison, B.A., LLB., 
A.S.A., F.V.I. (Gt. Br.), F.I. Arb., 
F.R.I., Past President of the Calgary 
Real Estate Board, has been ap- 
pointed a member of the Planning 
Appeal Board. Mr. Robinson has also 


Civic Duties 


served as Chairman of the Court of 
Revision, more popularly known as 
an Assessment Appeal Board, for 
several years. 

W. Frank Johns, Past President 
Calgary Real Estate Board and 
Secretary of the Calgary and Alberta 
Real Estate Associations was ap- 
pointed a member of the Planning 
Advisory Commission for the City of 
Calgary. 


STREAMLINED PLANS 
NEEDED-SIMONITE 


A symposium of the Manitoba 
Division of the Community Planning 
Association of Canada was told that 
“the cumbersome machinery involved 
in getting approval for housing deve- 
lopments should be streamlined for 
efficiency.” 

Russ Simonite, regional vice-pre- 
sident of C.A.R.E.B. told the October 
gathering that tendered plans might 
get approval “if you have the patience 





Calgary Tournament 


TWO MAJOR WINNERS in 
the Calgary Board’s annual golf 
tournament are pictured. Norm 
Green on left won Past Presi- 
dent’s trophy for low gross and 
Jack Lewis took the Wallace & 
Carey award for low net. 65 
members turned out for some 
fine golfing. 
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of Nehru, the eloquence of Churchill 
and perhaps, the political timing of 
Krushchev.” 

Mr. Simonite’s remarks were bol- 
stered by those uttered by Carson 
Templeton, chairman of the Manitoba 
division who said, “there are a min- 
imum of 15 regulatory bodies con- 
cerned with housing development in 
Winnipeg one federal, two 
provincial, six municipal and three 
metro governmental agencies besides 
three utilities organizations.” 

Another panel member of the sym- 
posium said that municipalities should 
avoid, wherever possible, “deceptive 
costs.” 


Darwin Chace, former Mayor of 


Fort Garry felt that communities 
could (and did) make bad friends 
when they establish minimum ser- 


vices, then, after the home buyer, 
usually ill-versed in this sort of thing 
— moves in, finds in one or two years 
that extra services laid down after his 
purchase, boost his taxes to $250 or 
even $300 yearly. 

Mr. Chace claimed that these fric- 
tions could be alleviated if modern 
services had been provided before the 
home was built in the development. 
Then taxes could be assessed at a rate 
that wouldn’t fluctuate too greatly in 
succeeding years. 


Attention 
Board Secretaries 


This page is for provincial 


news. If we do not receive 
enough we will be forced to 
drop it during any month 
when information, origina- 
ting at board level, is scanty. 
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H ugh McKeown’s 


PRESIDENTIAL 
REPORT 


At a recent Executive Committee 
Meeting, it was decided that I should 
endeavour to report to the members 
of our Association in each issue of the 
Canadian Realtor, in order that the 
various decisions made at our meet- 
ings may be brought to the attention 
of the general membership. It is my 
pleasure, therefore, to advise you of 
the following items, which 
doubt, be of interest to you. 


will, no 


FACT FINDING REPORT 

You may have noticed that a fairly 
comprehensive survey together with 
explanatory notes appeared in the 
October issue of the “Canadian Real- 
tor”. This was a new dsparture for 
the Association as previously, only 
board Presidents and Secretaries were 
advised of these findings. Your Exe- 
cutive Committee felt that this infor- 
mation would be of benefit to all 
members of C.A.R.E.B. as well as 
O.A.R.E.B. Not all the questions 
which come to mind are answered /)) 
this survey, however, comparisons ¢2.) 
be made on many points and 
further information is required yeu 
will know which board to contact. 


MORTGAGE BROKERS’ ACT 
Your Mortgage Brokers’ Committee 
under the able leadership of Raymond 
Bosley, has recommended that an ex- 
planatory pamphlet on mortgages be 
published by the Association for dis- 
tribution to the public at the local 
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Real Estate 


Boards 


Association of 


Executive Commitiece: 


Hugh McKeown, Ottawa, President 

Ken Raven, Kingston, Vice-President 

C. W. Rogers, Toronto, Past-President 

H. W. Follows, Executive-Secretary 

O. K. Teetzel, Secretary, 109 Merton St., 
Toronto. 


Regional Directors: 

Gordon Todd, Hamilton; Harold Hare, Bramp- 
ton; John Bowes, Peterborough; E. B. Fleming, 
Sault Ste. Marie; R. E. Sanderson, Port Credit; 
Hugh Hart, Niagara Falls; A. Wiebe, Kitchener; 
Ron Richardson, London; Roy Wymark, Ottawa. 





CONVENTION PLANNERS 


right: P. H. McKeown, President of the Association; Harvey Whiteside, Past-President 
of the Windsor Board; Gordon Maxwell, President Windsor Board and Fred Corp, 


Conference chairman 


board level. This recommendation 
rece.ved the enthusiastic support of 
your Executive Committee. The fol- 
der is presently drafted. In 
the meantime the Committee is secur- 
ing from the Department of Insur- 
ance, interpretations of some sections 
of the Act which require clarification. 
It is our intention that a round 
table or panel discussion on mortgage 
brokerage will be held ot our 39th 
Annual Convention, February 19, 20, 
and 21, 1961. The replies to our let- 
ters concerning the Mortgage Broker’s 
Act have indicated that such a ses- 
sion would be extremely popular. 


being 


MEMBERSHIP 

Our membership is nearing the 
7,000 mark and at last report the As- 
sociation represented approximately 
74‘°* of the persons licensed to seli 
real estate in the With 
the co-operation of the Department 
of Insurance, local Boards are noti- 


Province. 


fixl monthly of any persons entering 
or leaving the business in their area 


for O.A.R.E.B.’s February conference include, left to 


Convention is to be held in Windsor 


and our executive office contacts all 
new licensees outside local board juris- 
dictions. We believe that, carried on 
as a continuing program, this proce- 
dure will result in the Ontario Asso- 
ciation representing an_ increased 
number of those in our business. 


SPEAKERS BUREAU 

All Board Secretaries now have a 
catalogue of speakers who are avail- 
able to speak on 
through the 
Bureau. This being 
used as often as we would like and | 
would remind you that it is very 
simple and inexpensive to secure the 
services of one of our speakers. A 
eall or 


various 
Association 


subjects, 
Speakers 
service is not 


letter to our executive office, 
allowing sufficient notice, will ensure 
that a capable person will be on hand 
to address your Board on the subject 
of your choice. 


RADIO AND T.V. 


At recent meetings your Regional 
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Directors have reported that the 
promotion of organized real estate 
through the media of radio and tele- 
vision is definitely on the increase. 
It is apparent that, especially in the 
smaller centers, it is not necessarily 
a large public relations budget that 
results in the best coverage. Local 
radio and T.V. stations in these areas 
are quite often eager to secure suit- 
able material for use in their public 
service programs. Several boards 
have made use of the film, ““The House 
Hunters,” on television and others 
provide representatives for interview- 
type radio and T.V. programs. I 
cannot urge you too strongly to in- 
vestigate the possibilities of such 
programming in your area. 


REGIONAL CO-OPERATIVE 
LISTINGS SYSTEMS. 


On August Ist, the Eastern Ontario 
Photo Co-operative Listing System 
went into effect, servicing the mem- 
bers of the Ottawa, Cornwall, Central 
St. Lawrence and Kingston Real 
Estate Boards. It would appear that 
this type of service may be the 


answer to the problem of selling the 
type of property which would be of 
most interest to prospective pur- 
chasers outside the local Board areas. 
At the time of writing, I have been 
advised that another group of boards, 
namely Lindsay, Peterborough, Belle- 
ville and Oshawa are very seriously 
considering a similar system. 

Although it is still too early to 
comment on the future of this type 
of co-operative endeavour, I believe 
the boards mentioned above certainly 
deserve to be congratulated on_ their 
foresight. 


C.A.R.E.B. CONVENTION 

The 17th Annual Canadian Asso- 
ciation Convention is now history and 
I think I can say without fear of 
contradiction that this was indeed 
the best yet, both attendance-wise and 
program-wise. The Toronto Real 
Estate Board again did its usual fine 
job and the Convention Committee in 
particular deserves a word of com- 
mendation for its immense task of co- 
ordination. It must have been very 
gratifying for the early members of 


C.A.R.E.B., to view the capacity 
attendance of 1,200 persons at the 
luncheon on Salesmen’s Day, as evid- 
ence of the growth of this comparat- 
ively young organization. 


0.A.R.E.B. CONVENTION 


In closing, I would draw to your 
attention, our own Convention which 
will be held in Windsor, February, 
19, 20, and 21, 1961 at Cleary Audit- 
orium and Convention Hall. The 
Convention Committee, chaired by 
Fred Corp, is leaving no stone un- 
turned to provide you with a program 
which will be interesting, educational 
and entertaining. 

As you will see in forthcoming 
issues of The Canadian Realtor, we 
are attempting to include several ses- 
sions which are a little different from 
anything which has been tried pre- 
viously. 

I trust this type of report will serve 
to keep you better informed as to the 
activities of your Association, and I 
shall look forward to. preparing 
further reports for publication at 
regular intervals. 








THREE PRINCIPALS at the recent civic night banquet in 
Oshawa were, left to right: Wm. McFeeters, President of the H. W. 
Oshawa Real Estate Board; Frederick Gardiner, Q.C., Chairman 
of Metropolitan Toronto (guest speaker) and Lyman Gifford, Real Estate Assoc. 


Mayor of Oshawa 


Follows, 


O.A.R.E.B. 


OSHAWA SCORES 
WITH CIVIC LEVY 


The Oshawa & District Real Estate 


, Board recently played hosts to over 


200 guests at a civic dinner held in 
Oshawa. The gathering, held in mid- 
October, was staged as part of an 
ambitious program to see that the 
Board becomes a more integral force 
in Oshawa and District activities. 

If the October civic dinner is any 
criterion, the O. & D. R.E.B. will soon 


become one of Canada’s most pro- 
gressive boards. 

As principal guest at the meeting, 
Frederick Gardiner, Q.C., Chairman of 
Metropolitan Toronto was quite visi- 
bly impressed with the gathering and 
its purpose. 

Mr. Gardiner pointed out that Os- 
hawa’s position on the eastern ter- 
minal of Canada’s golden horseshoe of 
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OTHER HEAD TABLE GUESTS were, left to right: W. J. 
Richardson, Registrar, Real Estate and Brokers Act for Ontario; 


Executive Secretary, C.A.R.E.B.; Wm. 
McFeeters; Hugh McKeown, Ottawa, President of the Ontario 


and Keith Teetzel, Secretary of the 


industrial development is an_  ex- 
tremely important one. Here, he said, 
some 200,000 motor vehicles are pro- 
duced annually an automotive 
industry that has an affect on North 
American economy well beyond com- 
prehension. 

Toronto’s Metropolitan Chairman 
claimed that “In spite of artificial 
boundaries, every metropolitan area 
is actually, one geographic, one econ- 
omic and one social unit and must be 
dealt with as such. 


Continued on Page 25 


— See Oshawa 
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Letters to Editor — 
Continued from Page 13 


As an example, I believe my presence at one of my 
listings swung a deal from seemingly reluctant buyers. 

I put in an appearance one day, as outlined above, 
where a salesman was showing a young couple through 
the home. The chap was a good salesman, but the listing 
didn’t quite register with the clients. My first-hand 
knowledge of the property, the proximity to schools, the 
fact that the owner had lived there since it was built 
and also, why he was moving was sufficient to sway the 
couple, who signed an offer which I was able to get 
accepted. 

I believe that other brokers should put a little more 
effort into moving property for their vendors. If the 
lister shows a little more interest in the prospective 
buyers, he will find himself in the position where he can 
give real service. Not only will his efforts aid the selling 
salesman, but also the vendor and purchaser, for he 
knows both, having dealt with both. 

In closing, the presence of the listing salesman or 
broker at a showing, quite often will help immensely in 
getting an offer and, getting it accepted. This is especially 
important to-day when most offers are under the asking. 

Sincerely yours, 
T. S. Lawson, Realtor, 
Toronto. 








JUST THE PLACE AZ 
FOR you!” 












GEORGIAN 
LODGE 


Beautiful estate-like surroundings. Pack- 
age plan for golfers includes greens 
fees, food and room. First tee is 150 
yards from the door. Wonderful fishing 
— no license required. Swimming pool, 
TV lounge, excellent dining room. 
Credit cards honored. 






. 
FREE! 
Write for new TRAVEL GUIDE listing fine motels 


from coast to coast, inspected and approved by 
Congress of Motor Hotels, 


U.S. 17, N. (P.O. Box 918) 
BRUNSWICK, GA. 
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IN THE NEWS 


VANCOUVER — Harland Steele, President of the 
Royal Architectural Institute of Canada told an October, 
Vancouver Rotary Club dinner audience that “A second 
Canada will be built within the next 40 years.” He said 
that Canadian cities and towns are now spreading at a 
rate of nearly 100 miles a year of which some 70 miles 
are residential. 


“Within the next decade alone we expect that the stag- 
gering sum of $80 billions will be spent on construction,” 
he claimed. 


TORONTO — Four industrious Toronto commercial 
office space salesmen and their wives will spend Christmas 
in world famous Palm Beach, Florida as winners of a 
sales contest bonus offered by Tankoos Yarmon Ltd. for 
the Royal Bank Building. 


For the first time in many years, a large block of space 
has become available in the well-known 20 story structure 
at the corner of King and Yonge Sts. in downtown 
Toronto. 


Tankoos Yarmon Ltd. is offering a personal bonus 
of a week in Florida in addition to regular TREB com- 
missions to each salesman who leases one floor — that’s 
6,778 sq. ft. — in this unique competition. 


The luxurious Colony Hotel in Palm Beach, operated by 
a Tankoos Yarmon affiliate, will host the successful sales- 
men and their wives with all expenses paid, including 
meals and round trip air transportation. 

Royal Bank Building managing agents, the Chartered 
Trust Company, have promised every co-operation to 
salesmen with prospects. Of course, a salesman who 
leases two floors or even three — there are almost 30,000 
sq. ft. available— will automatically extend his stay. 

Two mammoth mailings to every salesman member of 
the Toronto Real Estate Board during October carried 
news of the offer along with a color brochure from the 
Colony Hotel. The Colony is the mecca of international 
society during the winter season and has entertained 
many notables including the Duke and Duchess of 
Windsor. 





ae 


THE LUXURIOUS COLONY HOTEL has a pool shaped like the 
State of Florida. The girls in the pool looking north, are 
playing at approximately the spot where Palm Beach would 
be on a map. 
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Oshawa — Continued from Page 23 


OSHAWA 90m, DISTRICT 


REAL ESTATE BOARD 
wWeLcomes Yous 


- 





HEAD TABLE GUESTS were, left to right: Lloyd Metcalfe, (Ch. civic comm. 
& V.P. Osh. Bd.); John Bowes, (Reg. V.P., O.A.R.E.B.); Hugh McKeown, (Pres. 
O.A.R.E.B.); Bill Follows, (Exe. Secty. C.A.R.E.B.); W. J. Richardson, (Reg. of Brokers 
Act, Ont.); Paul Ristow, (Inaug. Pres. Oshawa Board); T. D. Thomas, M.L.A.; Lyman 
Gifford, (Oshawa Mayor); F. G. Gardiner, Q.C., (Ch. Metro. Toronto); Bill McFeeters, 
(Pres. Osh. Bd.); W. Carruthers, (Mayor Bowmansville); W. J. Heron, (Wrd. Ont. 
County); W. A. Parish, (Mayor of Ajax); W. S. Martin, (Mayor of Whitby); Alex 
Carruthers, M.P.P.; Rev. R. B. Milroy, (Pres. Osh. Minist. Assoc.); The Very Rev. 
Dr. D. Dwyer, (Dean Ont. County) and Rabbi M. Kutziner of Oshawa. 


“... Our (Toronto) metropolitan 
form of government is our answer to 
that situation. Metro is charged with 
the responsibility of providing the 13 
municipalities with those services 
which are metropolitan in nature... 
while those services local in nature are 
left to local administration.” 

Mr. Gardiner pointed out that those 
in attendance should give serious con- 
sideration to this form of municipal 
co-operation. He did warn however, 
that he did not come to tell Oshawa 
and the surrounding municipalities 
the answers, but simply to outline 
his experience with Toronto’s metro- 
politan form of government. 

Mr. Gardiner felt that in each area, 
regional plans should be tailored to 
fit the circumstances. Suburban 
development followed the automobile 
and ignored public transport. In 
Toronto we were fortunate that tre- 
mendous capital investments had not 
already been committed for public 
transit systems which could have been 
located in the wrong place. 

Now that metropolitan Toronto's 
expansion patterns have developed, 
we can predict and construct transit 


‘systems where they are most needed. 


Mr. Gardiner paid tribute to the 
Oshawa & District Board by recogniz- 
ing the board’s ambitious plans for 
fostering the community’s welfare. 
“Nobody can make a better contribu- 
tion to the development of this area 
than the Oshawa & District Real 
Estate Board”, he asserted. 


The O. & D. R.E.B. also hosted 
mayors and wardens from fringe 
municipalities besides several leading 
industrial and civic personnel. 

The meeting was such a _ success 
and gained so much attention in the 
press, radio and T.V., that the board 
has since shown willingness to make 
the civic night an annual affair. 


BROKER LOSES 
COMMISSION 


A Burlington, Ontario real estate 
broker has found himself in the un- 
happy position of not being able to 
collect a commission for work done 
in selling a piece of property for town 
council. 

Eric Bristow recently helped the 
town sell a piece of Progress Park to 
a man who wishes to erect an animal 
hospital. 

Although Town Treasurer Don Far- 
mer feels that the commission should 
be paid to Bristow, Lorne R. Cum- 
ming, deputy minister of the Ontario 
Department of Municipal Affairs, 
claims that it is against policy for a 
municipality to contract a broker to 
sell property and that the broker 
wishing renumeration, should arrange 
for this from the purchaser. 


@ Once upon a time a fool and his 
money were soon parted. Now it 
happens to everyone. 
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Will -3 Sms 


Two partners were engaged in the 
retail coal business. One took in a 
revival meeting one day, was converted 
and became very religious. About six 
months later, the convert noticed that 
his partner was down in the dumps. He 
told the other he would feel better if he 
accepted religion. 

His partner retorted, “if we both get 
religion who is going to weigh the coal?’ 





Two chaps were out rowing on the 
river one bright day. One of them 
caught a “‘crab’’ and the boat over- 
turned throwing them into the water. 
One was a good swimmer, who while 
heading for shore, decided to look back. 
He saw his companion floating on his 
back. He hollered ‘‘Izzy, can you float 
alone?’ 

The other looking disgusted said, 
‘What a time to talk business!’ 


At a certain convention, every dele- 
gate was asked to bring his wife. When 
they were all assembled the chairman 
noticed that one chap sat alone. He 
pointed the victim out, admonished him 
for leaving his wife at home, then asked 
him why he had done this. The fellow 
retorted, ‘Double the expense and half 
the fun!’ 


Another tale has it that a delegate 
was asked why he didn’t take his wife 
to a convention. The fellow said: ‘‘Its 
like taking a sandwich to a banquet.” 


A young couple of different religions 
fell in love and decided to get married. 
The girl went to her father and asked 
his advice. He said that it was alright 
with him, but that she should give con- 
sideration to the problem which children 
would later present. He then suggested 
that she try and convert her young man 
to Catholicism. 

The boyfriend was amenable to this 
suggestion and sought the advice of the 
parish priest, was converted and the mar- 
riage date set. 

A few months later, the girl came 
home crying. She told her father the 
marriage was all off. 

He said ‘‘Whats the matter dear. Did 
your fiance decide not fo become a 
Catholic?’”’ 

“No, its worse than that... he’s 
decided to become a priest.”’ 


The foregoing were tales told by 
James Gheen at C.A.R.E.B.’s Toronto 
Convention. 
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30 year old casbah 


. Stanley Westall, a Toronto news- 
paper columnist, claims that Toronto was 
once called Fez City. Claims based on 
something that happened 30 years ago. 
One warm June night in 1930, some 
38,000 Shriners came pouring into the 
city to attend an international conven- 
tion. The majority were housed in sleep- 
ing cars stationed in the C.P.R. marshal- 
ling yards at the foot of Strachan Ave. 
Mr. Westall says that 1962 will be 
another year of the Fez. Two years 
from now 100,000 Shriners are ex- 
pected... 


bursary offered 


. the Orillia Real Estate Board has 
approved a $100.00 bursary to be given 
to a 12th. grade student selected from 
the Orillia & District Collegiate and 
Vocational Institute. Award was created 
because few students realize the im- 
portance of furthering their education. 
The board’s gift is intended to help 
publicize this aim. . 


distribute favours 


. in the Montreal Board’s publication 
News, there is a corner reserved for 
Beefs’. The author of one letter sug- 
gests that ‘‘as most of Montreal’s female 
real estate agents are beautiful, charm- 
ing, or seductive, they should be com- 
pelled to distribute themselves among 
the tables at dinner meetings rather 
than sit in useless groups . so that 
we might enjoy their company” . . . 


club 70 


three life memberships and the 
institution of an ‘Over 70 Club” has 
been decided by the South Peel Board. 
Frank Follett, Gordon Harris and Harold 
Clarke were honoured with life member- 
ships and will become charter members 
of the “Over 70 Club’ which will 
accept any member still active in real 
estate who has reached that age . 


airport business 


. another $4 million, 262-room hotel 
will be erected near Malton Airport, 
increasing the trend away from railroad 
station proximity sites to that of air- 
ports... 
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PERSON TO PERSON 


RAVAN OD 


re-conversion encouraged 


. the Real Estate Investment Trust 
Act recently legislated in the U.S.A. has 
already had _ repercussions. Sheraton 
Corp. has announced that a study is be- 
ing made to convert the 56-hotel system 
into a real estate investment trust .. . 


de profundis 


according to “‘The Minneapolis 
Realtor’, E. J. Arnovitch, of Amovitch 
and Leipsic Limited, Winnipeg, thought 
so highly of the J. C. Downs Jr. address 
at the Toronto convention, that he made 
inquiries through the Minneapolis Board 
for registration for three of his salesmen 
to attend Mr. Down’s seminar being 
held in that city in December. 

The M.R. bulletin sadly makes men- 
tion of the fact that ‘‘many of us can’t 
see the forest for the trees’’ ... we 
have an outstanding attraction right in 
our midst . . . fail to take advantage 

yet this gentleman will send three 
from his office hundreds of miles’ . . . 


affluent effluent 


. in January, 1955, some 1500 irate 
Etobicoke ratepayers, all residents of a 
select Metropolitan Toronto suburb, met 
at the Palace Pier to fight the installa- 
tion of a sewage disposal plant slated 
for erection in the Humber River Valley. 
The plant, to cost some $17 millions, was 
completed despite wrathful denounce- 
ments and now, it would seem that the 
area is better off than ever before. The 
plant is completely hidden from view 
by a man-made mountain, across the 
top and sides of which are planted a 
million petunias and 20,000 tulip 
blooms, all of which scatter kaleidoscopic 
colour and perfume throughout the 
district. Not only that... the Humber 
River now discharges water into Lake 
Ontario that is the cleanest in 35 years 


speaking of hogs 

. . during World War II in Oregon, the 
U.S. built a $1 million 350-unit block 
and stucco housing project for 1,150 
people. It was recently sold to farmers 
who intend to convert project into a hog 
ranch. Price of $30,300. includes 
100,000 gallon water tank and sewage 
disposal plant... 





CALENDAR 


FEBRUARY 19th to 21st 


Ontario Association of 
Real Estate Boards 


W'NDSOR, ONT. 


hoggish neighbours 


a disgruntled estate owner, upset 
because a 149-unit development was 
slated adjacent to his suburban Washing- 
ton property, unsuccessfully fought the 
action in court and at zoning hearings. 
Failing to get sympathetic response from 
the authorities, he erected a huge sign 
on his 1,000 acre ranch which read: 
“Bethel Valley Hog Ranch. Mixed Breeds, 
bought sold and traded.’’ The developer 
said the sign has killed customer in- 
terest... 

















The ONLY Thing 
that’s Growing FASTER 


than 


ALBERTA 







EDMONTON!!! 


ALBERTA 


Population increased 3.4% to become 
the fastest growing Province in Canada 
in 1959-60. 



















1959 1960 
1,253,000 1,295,000 
— Dom Govt. Bureau of Statistics 
























EDMONTON 


Population of metropolitan city area 
increased 5.4% in latest 12 month 
period, more than 100 per cent in ten 
years!!! 
1959 1960 
310,000 327,151 
— Civic Census, May '60 













Edmonton and Northern Alberta 
Sold EXCLUSIVELY through Readership 









of 


The Edmonton 


Journal 


One of the Eight Southam Newspapers 
in Canada 
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REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


@ BARRIE, ONT. 


Rogers and Connell 
One Dunlop East (PA 8-5568) 


e@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


@ BURLINGTON, ONT 
Canada’s largest town 

W. D. Hitehcox 

541 Brant St. NE. 4-2343 


@ CALGARY, ALTA. 


Burn-Weber Agencies, 
218 Seventh Ave. W. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
10517 Jasper Avenue. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


@ FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. 

December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 


Lucas Peacock, Realtor, 
556 Simcoe St. N. 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W. (CE. 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 
Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


@ RED DEER, ALTA. 


Botterill McKee Cunningham Ltd. 
5002 Ross Street. 
Phone 2619 


@ VERNON, B.C. 
Mercier & Neil Realty Ltd., 
3302 Barnard Ave., 
LInden 2-4007. 


@ WINDSOR, ONT. 
U. G. Reaume Limited, 
802 Canada Trust Bldg. 
176 University St. West, 





PROPERTY MANAGEMENT 


@ HALIFAX, N:S. 
Roy Limited, 
Roy Building. 


@ VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


@ CALGARY, ALTA. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


@ HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


@ REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


EDMONTON, ALTA. 
Melton Real Estate, 
10154 - 108rd Street, Phone 47221. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


EXPERT APPRAISALS 


@ CALGARY, ALTA. 
Ivan C. Robison & Company, 
716-Fifth St. S.W. 
Phone AMherst 6-3475. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 -101A Avenue. 


@ OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


@ TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


@ WINDSOR, ONT. 
I. W. Thrasher Real Estate, 
1596 Ouellette Ave., 
Phone CL. 6-2335. 





TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST-TO-COAST 


@ General Real Estate 


industrial sites 
and properties 


ideal store locations 
rural holdings 
appraisals 

property management 


Rates for Advertising 
in the Real Estate 
Directory: 
3 lines — 12 issues $45.00 
3 lines — 6 issues 29.00 


Additional lines $1.00 per issue. 
No charge for city and province lines. 


PROFESSIONAL 


LISTINGS 





Rates for Professional Listings 


ONE INCH SIZE 
For six insertions . $60.00 
For twelve insertions : 95.00 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments. 


Write, wire or phone 
BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 











WE SELL THE SUN PARLOUR 
specializing in 
Appraisals, Sales, Industrial 
We like to co-operate — Call 


1. W. THRASHER 
1596 Ouellette CL. 6-2335 


avennvennnnsoavavenenanenn 
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WESTERN CANADIAN 
APPRAISALS 











ii Arthur E. Jellis, M.A.I. il 
2: ACCREDITED MEMBER: i 
He American Institute R.E.A. and 3: 
FE Appraisal Institute of Canada ee 
2? MELTON REAL ESTATE LTD. i 
Hi Head Office, Edmonton, iE 
10154 - 103 St., Phone GA 4-7221 #3 
Calgary, 534 - 8th Avenue West, if 
Phone AMherst 6-867] i 
Vancouver, 1701 W. Broadway gE 

Phone RE 6-0411 HH 
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YOU TOO, CAN PUT 


TO WORK 
BY USING... 


ALGARY, ALTA wY, ALLA 
n-Weber Agencie Cote & Hunt Ltd 
& Seventh Ave. W 41H nsworth Bldg 


e & Hunt Ltd @® FORT WILLIAM, ONT 
itt nsworth Bldg G. R. Duncan & Co. Lt 
121 May Street 
@ EDMONTON, ALTA 
S r & Grierson Ltd @ HALIFAX, Ns 
17 Jasper Avenut Roy Limited 
Weber Bros. Agencies Ltd Roy Building 
100 LOLA Ave 
@ REGINA, SASK 
@ FORT WILLIAM, ONT W. Clarence Mahor 
Willport Realty Limited 350 Western Trust Bidg 
Fort William - Port Arthur 
@ EDMONTON, ALTA 
Melt Real Estate, 
10154 -1 


O3rd Street, Phone 


@ NANAIMO, B.C 

December Roses on the Blue Pacifi 
Nanai ty Co. Ltd 

Nanaimo Realty Block 


NS TOLA Ace 
@ OSHAWA, ONT. 
EXPERT APPRAISALS 
@® CALGARY, ALTA . : a 
en. C. Dahion &-Cotaiie Several international experts, including 


Phone AMherst 847 members of C.A.R.E.B., have said that the 


@ EDMONTON, ALTA . - ° . : 
Weber Bros. Agencies I.td practice of real estate is becoming too national 


1001 A Avenue 


H, ONT. 
* owes 


© HAMILTON, ONT .. . too mobile, to remain localized. Why not 


Spenceley Realty Ltd 
Harry Spenceles 


open your lines of communication now? Out of 
town business will soon be knocking at your 


office door . . . perhaps not today but soon. 


The Canadian Realtor Directory, on the back inside cover of every edition, gives satura- 
tion coverage. Did you know, for instance, that our articles are picked up for reprint in Aus- 
tralia, England and the U.S.A.? We recently had a request from Arkansas for a story reprint. 
What does this mean? It means just this: Our magazine is playing a much bigger role than you 
might imagine. And, while playing that role, takes along with it, mute evidence of Canadian 
Offices ready and willing to do business. These progressive brokerage firms can always be 


found on the real estate Directory. 


COSTS ARE EXCEPTIONALLY REASONABLE: Turn this page over and see for yourself! 


MAY WE HEAR FROM YOU THIS WEEK? 


109 Merton Street Toronto 7 












